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Appendix A

DEMOGRAPHIC INFORMATION

Table 5.1   General Figures on Vietnamese in U.S. (1995)

Refugees (1975-1994) 802,000
-Refugee Movements I (1975) 130,000
-Movement II (1978-1989) 485,000
-Movement III (1990-1994) 187,000
Immigrants (1982-1994) 195,000
Born in U.S. (1975-1994) Est: 100,000
Total 1,097,000

Table 5.2  Vietnamese-American Population by Region (1990)

Region % of  Total Vietnamese Population
Northeast 9.8
Midwest 8.5
South 27.4
West 54.3

Table 5.3  Vietnamese-American Population by State (1995)

State Population

California 420,000 (about 42%)
-Orange County 150,000
-Los Angeles 100,000
-San Jose 80,000
-San Diego 40,000
Texas 120,000
Virginia 25,000
Washington State 35,000
Florida 20,000
Other States less than 10,000
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Table 5.4  Age and Educational Level (1990)

Age/Education % of Population
65 Years Old and Over 3.3
Between Ages of 25-44 36.9
High School Graduates 58.9
Hold BA/BS or Higher (total population) 16.8

Table 5.5  Various Occupations of Vietnamese-Americans (1990)

Occupation % of Population
Professional Specialty 10.7
Service 15.6
Operators, Fabricators, Laborers 20.8

Table 5.6  Income Level (1990)

Families with income less than $20,000/year 33.4%
Families with income more than $100,000/year 3.7%
Median Household Income $30,039

Table 5.7   Number of Vietnamese-American Owned Businesses in U.S.

Year Number of Businesses
1982 4,989
1987 21,068
1992 59,674

Table 5.8  Non-Vietnamese Minority-Owned Businesses

Ethnicity Number of Businesses
American Indian 95,040
Asian Indian 93,340
Central American 183,700
Chinese 153,096
European Spanish 60,478
Filipino 67,625
Japanese 68,662
Korean 104,918
Mexican 403,871
*Source: U.S. Bureau of the Census and the Vietnamese Community of Orange County, Inc.
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Appendix B

SURVEY OF SMALL BUSINESS LOAN PROGRAMS
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Survey of Small Business Loan Programs
Vietnamese Marketing Project

February 1997

1. Name of Program_______________________________________________________

2.  Address_______________________________________________________________

3.  Telephone/Fax/E-Mail Address____________________________________________

4. Program Director_______________________________________________________

5.  Contact Person (Your Name)______________________________________________

6.  Programs Offered at Your Agency:
Business Technical Assistance____ SBA Microloan____
Other Small Business Loans (specify) ___________________________________

_____________________________________________________________________

Other Services Offered by Your Agency (specify)
_____________________________________________________________________
_____________________________________________________________________

7.   Geographic area served__________________________________________________

8. Number of Years Operating Loan Programs____

9. Number of Business/Loan Staff:
Business Programs Director/Manager____
Business Technical Assistance/Loan Officers____

10. Bilingual Capabilities of Business Staff:
Vietnamese____ Chinese (Cantonese/Mandarin)____ Korean____
Spanish____ Russian____ Cambodian____ Other_________________

11. Loan Terms and Amounts (if you have more than one loan program, choose the most
appropriate one for Vietnamese or new immigrant business borrowers):

Range of Loan Amounts/Applicant_____________________________
Current Interest Rate____
Length of Loans (# of months)___________________
Fees ($s charged if any):
Application_____Credit Report____ UCC-1 Filing Fee____Closing Fees____

Other fees (specify)_____________________________________________________
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12. Loan Portfolio:

Total Number of Loans in Portfolio____

# of Loans to Vietnamese Businesses____
# of Loans to All Asian Businesses____
# of Loans to Hispanic Businesses____
# of Loans to Afro-American Businesses____
# of Loans to Women Businesses____

Types of Businesses in Portfolio (as percentage of total, just estimate)

Retail____ Service____ Wholesale____ Manufacturing____

13. Loan Criteria Guidelines (if you have more than one loan program, discuss the program
you
selected for Question 11):

Minimum acceptable levels (in general)

a. Credit:  Perfect____ A few minor negatives____ Major negatives____
Prior bankruptcy____ No or very minimal credit history____

b. Time in Operation:  Start-Up (0 months)____ New (3-6 months)____
Almost Established (6-12 months)____ Established (1 year or more)____

c. Profitability (after business expenses are deducted from revenues, entrepreneur can
draw sufficient cash to support his personal living expenses):

 Still Losing Money____ Breakeven____ Generates a Profit____

d. Collateral:  None____ Business Assets____ Personal Vehicles____
Real Estate/Tradable Securities____ Qualified Loan Guarantor____

e.  Equity Contribution:  None____ What Percentage of Loan Amount?_____

f. Prior Experience in Business/Industry:  None____
Other (specify) _______________________________________________________

14. What are your strategies for marketing this loan program to potential borrowers?

Press Releases____ Direct Mail____ Networking with banks____
Networking with non-profit agencies____ Speaking at small business events____
Attending small business events____ Door-to-door solicitations____
TV/Radio appearances____
Other (specify)__________________________________________________________
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15. Which of these strategies are used in marketing this program to Vietnamese businesses in
your area?  If there are no Vietnamese businesses in your area, which strategies are
used with limited English speaking borrowers and/or new immigrant borrowers?
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________

16. Vietnamese and/or other new immigrant community resources in your area (list names
here or just attach any lists that you have)

Newspapers (names)_______________________________________________________
________________________________________________________________________

TV/Radio stations (names)__________________________________________________
________________________________________________________________________

Churches (names)_________________________________________________________
_______________________________________________________________________

Community organizations (names)____________________________________________
________________________________________________________________________

Business groups/associations(names)__________________________________________
________________________________________________________________________
________________________________________________________________________

17. In general, what approaches do you use to outreach and market to Vietnamese and/or new
immigrant  small businesses?  What has been successful?

_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________

18.  May we follow-up with you by phone in the future if we have additional questions?

Yes____ No____

Thank you for your participation in this survey!
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Appendix C

 VIETNAMESE ENTREPRENEURS: INTERVIEW SUMMARIES
 

 SEACC interviewed Nineteen Vietnamese entrepreneurs about their history prior to arriving
in the U.S., experiences and challenges faced in operating their business.  Entrepreneurs were
visited between July 1997 and October 1997 in San Francisco and San Jose, California and
Houston, Texas. The names of the companies and owners described below are not the actual
names.
 
 HOUSTON, TEXAS
 
 Mortgage Company  starting date - not available           Visited on August 16, 1997
 Employees: 16
 
 Ms. H is the owner of one of the major lending institution for Houston's large Vietnamese
population.  The company offers construction and real-estate mortgage loans from $100,000 -
$200,000 tailored to the need of the client.  Also provides a full range of services associated
with lending and borrowing such as title, insurance and investment.
 
 Pho Trailer  starting date - 1995                       Visited on August 17. 1997
 Employees: 3; owner/cook/bookkeeper & 2 waitresses
 
 Mr. C and 2 waitresses serve around 300 bowls of fresh beef noodle soup per day in a small
trailer converted to a restaurant.  Pho Trailer attracts an early morning and lunch crowd and
operates on very low overhead costs. There is little decoration, no advertising and no menus.
Customers must know what to order.  Most come to eat there by word-of-mouth.
 
 Massage Therapist  starting date - not available           Visited on August 18, 1997
 Employees: therapist and 2 assistants
 
 Ms. M combines oriental medicine and massage therapy techniques to stimulate nerves of the
human body through a vigorous massage with specially designed rollers.  Markets heavily in
the Vietnamese and American community and is covered by some insurance plans.
 
 SAN FRANCISCO AND SAN JOSE, CALIFORNIA
 
 Noodle Shop starting date - 1988           Visited on August 12, 1997
 Employees: 4, father is cook & manager; daughters waitresses
 
 Mr. H bought the restaurant from a friend in 1988.  This family run business worked hard and
finally expanded to the adjoining space.  Attracts an early morning Vietnamese crowd for
"Pho" noodle soup.  New style of noodles, Trieu Chau style are offered for $3.50 a bowl.
Located in the downtown area, HK Noodle Shop attracts a lunch crowd from nearby business
and government offices. In nine years, there has been no real increase in price.  The high
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quality of dishes attracts customers in a very competitive location; there are 3 Vietnamese
restaurants within 50 feet and 7 within a 2 block radius.
 
 Liquor Store  starting date - not available             Visited on August 7, 1997
 Employees:  not available
 
 The liquor store sells a large variety of drinks, groceries, Asian food items, cigarettes &
cigars.  The owner, Mr. N, previously owned a pizza delivery store and bought the liquor
store after learning many Vietnamese had been successful in the industry.  The seller trained
him and he learned most of the skills: inventory, purchasing, etc. on the job.
 
 Sandwich shop  starting date - late 1970's             Visited on August 5, 1997
 Employees:  not available
 
 One of the first Vietnamese restaurants / businesses in San Francisco.  This business attracts a
large lunch crowd with its crusty French roll sandwiches made of cold cuts, cilantro, pickled
carrots and fresh Chile peppers at $1.50 per roll.  While it is one of the first "sandwich" places
in San Francisco, it faces strong competition as similar shops have since opened in the
neighborhood.  The owner now has a larger, fancier restaurant across the street specializing in
Hue noodle soup.
 
 Travel Agency   starting date - 1993                 Visited on July 31, 1997
 Employees: 3 full-time & 2 part-time staff
 
 Mr. H has worked in the travel business since 1991.  He also works as a part-time real-estate
agent.  Mr. H’s agency sells tickets at special discount prices. .  The Travel Agency serves as
a contractor to other agencies who do not have the capability and authorization from the
Airline Report Corporation approval to issue tickets through their own computer system   Mr.
H advertises in all media and has a tri-lingual staff who can communicate in Chinese,
Vietnamese and English.  Recently, the Agency has started arranging tours and related
services for people wanting to travel to Vietnam.
 
 Herbal Medicine   starting date - 1992                 Visited on July 29, 1997
 Employees:  3: Mr.T, wife and son
 
 Mr. T has more than 40 years of experience in the prescription and sale of herbal medicine in
Vietnam.  After five years in the U.S., he decided to open the store with financial help from
his children and his own personal savings.  Prior to opening the store, he advertised in the
Vietnamese media.  In 1997, the store is one of three known retail outlets for Chinese
medicine and herbs in the Tenderloin in San Francisco.  One of his sons is learning about
herbal medicine and will probably take over the practice after Mr. T retires. Total monthly
gross revenue of Herbal Medicine is approximately $6,600. The annual family income before
the purchase was less than $26,000.
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 Coffee & Sandwich Shop  starting date - 1995           Visited on August 19, 1997
 Employees: 3 – husband, wife and one kitchen help
 
 Prior to opening the Coffee & Sandwich Shop, Mr. and Mrs. C ran a coffee shop in San
Francisco. The coffee and sandwich shop offers customers French style sandwiches, donuts,
and coffee. The clientele is Vietnamese (all ages) and people working in the area.  There is a
chess set available for those who wish to play.  Revenues are $3,000 per month and in 1995,
annual income was less than 26,000.
 
 Restaurant  starting date - 1995           Visited on August 26, 1997
 Employees: 6: husband, wife, son, daughter, kitchen help
 
 The J family received cash assistance support at the time of their arrival to the U.S. in 1983.
Before opening the restaurant, Mrs. J was a cook for numerous restaurants and Mr. J worked
several odd jobs. They purchased the restaurant in 1995 and expanded it in March of 1996 to
hold 45 seats. The whole family works at the Restaurant - wife as cook, husband and another
employee as kitchen help and their daughter and son in the dining room.  In total, they
acquired $18,675 in loans from friends and relatives to purchase the restaurant.  In addition,
the owner held a $22,500 promissory note in favor of the sellers, payable in 15 months.
Another note for $17,500 in favor of the landlord.  In July 1995, annual income for the
household of five was $20,850.
 
 Fabric store  starting date - 1985                            Visited on July 31, 1997
 Employees: owner and 1 full-time help
 
 In Vietnam Mrs. Y  managed a wholesale auto parts business and later owned a movie theater
from 1970 to 1975, until the Communists took control of Da-Nang. Mrs. Y came to San
Francisco in July of 1978 as a refugee.  To gain knowledge on how to operate a business in
the U.S., Ms. Y managed a grocery store from 1978 to 1985, when she started her own fabric
bazaar/gift store. The store offers a variety of products, from fabrics to special items for
annual festivities such as the Vietnamese New Year Tet celebration and has special yearly
sales.  She also operates a Western-Union Telegraph System, which allows her to receive
orders from foreign country.  The Fabric store purchases it products from wholesalers in LA
and San Jose.  Ninety per cent of the Fabric store’s clientele are Southeast Asian Refugees.
Mrs. Y bought the business through personal savings and financial assistance from her two
adult children. Last data shows that in first quarter of 1986, sales reached $34,034, giving a
net income of $3,954, with an owners draw of $1500.   With two adult children's’ income,
total family income after expenses was $2,331.50.
 
 Restaurant   starting date - 1992     Visited on September 11, 1997
Employees: husband, wife, son and one part-time waitresses
 
 To achieve economic self-sufficiency, Mr. D opened a restaurant similar to one they had in
Vietnam with the help of his brother. Upon arrival in the U.S., the family received some
AFDC benefits as their annual household income was less than $26,000. Similar to their
Restaurant in Vietnam, it specializes in Hue Beef Noodle Soup.  They have take-out and
delivery service, and two part-time waitresses.  His wife and son also work at the restaurant.
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 Grocery Store  starting date - 1993                            Visited on July 30, 1997
 Employees:  Mr. & Mrs. M
 
 Mrs. M learned English for 5 years at Adult School and she also attended City College.  From
1985 to 1993, Mrs. M acquired managerial skills while working as a secretary and salesperson
for her sisters trading company. Mrs. M speaks fluent Cantonese, Mandarin, Vietnamese and
English. The M family has a long tradition in the grocery and food industry. After 30 days as
an observer at the counter of the grocery store, Mrs. M bought the business in Dec. 1993 for
$40,000, which was paid in full. Mrs. M purchases the products sold in the store from
importers and wholesales and resells them with a 12-20% profit margin.  Three stores offering
similar products compete for customers.  The store remains competitive as their price is a bit
lower than the other stores The grocery store sells dried and canned foods, newspapers,
cigarettes, cookies, candies, kitchen utensils and much more.  The grocery store is well-know
in Chinatown, especially for their dried goods.  In addition, it is a cigarette distributor for
smaller grocery stores in the neighborhood.  Sales in 1996 were $708,441, an average of
$59,000 per month. Owners draw from the business was approx. $2000.  Her husband’s salary
is $2000 per month.   After expenses, their net monthly balance is $336.
 
 Restaurant  starting date - 1994           Visited on August 26, 1997
 Employees: husband, wife, two children and part-time help
 
 In Vietnam, Mrs. Q engaged in various small retail trading ventures such as groceries, toys,
apparel, etc. with several members of her family at the central market. Mr. Q was a mechanic
and worked at the Police Department Special Forces in the same province. Upon arrival in the
US, they learned English for 2-1/2 years at Alameda Adult School. Mrs. Q worked as
assistant cook at this restaurant before purchasing it for $100,000 through savings and a note
to the seller in 1994. Unfortunately they did not have enough working capital and funds for
interior and exterior renovation work.  The majority of the customers are Caucasians living in
the neighborhood. The restaurant has 49 seats and offers a selection of 49 dishes.  Ms. H is
assisted by her husband in the kitchen and a waitress.  Their daughter works as a waitress and
during busy times, the son also works as a waiter.  Lunch time business is a bit weak given the
residential location of the restaurant and perhaps because prices are a bit high. The dinner
clientele is strong and business has been steady but not exceptional.   Monthly gross is
$10,000.  Owners advertise in the Vietnamese magazine weekly.  Flyers are distributed every
three or four months and the exterior sign is illuminated day and night.  They hope that
continuous advertising and remodeling, reasonable prices, prestigious name and good food
will bring in more customers.  There are 3 other Vietnamese restaurants in the near vicinity.
 
 Video Store  starting date - 1993-94       Visited on September 2, 1997
 Employees:  2, husband and wife
 
 Mr. Q was an intelligence officer for Vietnam Armed Forces in Vietnam and Mrs. Q studied
languages. They came to the U.S. after the communist take-over but have struggled to
survive.  It was hard to find a job given Mr. Q's background and Mrs. Q was sick due to
complications during her pregnancy.  Public assistance and Mr. Q's newspaper delivery job
did not cover expenses.  They remembered reading a brochure that advertised different kinds
of businesses.  Mr. and Mrs. Q first invested in a vending machine business from personal
savings and a loan from a friend but found that profits were meager for the amount of hours
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actually spent emptying and refilling machines without a car.  They knew a friend who had a
successful video store and decided to invest in a small video store that was for sale.  After no
more than 20 minutes with the owner, they bought it with a loan from friends.  They learned
everything on the job - dealing with customers, stocking and ordering videos, setting prices,
etc.  Hours were long and competition was tough with two video stores around the corner.
After only a few months of operation, a federal investigation ordered them to pay heavy
penalties as one of the warehouses they purchased videos from distributed illegal copies.
They finally sold the store for a loss.  Currently Mrs. Q works as a court translator.
 
 Video store  starting date - 1990-closed in 1996     Visited on September 18, 1997
 Employees:  5, 2 family members
 

 This interviewee discusses her family’s history at length beginning from their attempts to
leave from Vietnam to the operation of a video store business in the U.S.  While their history
is not necessarily typical--the daughter graduated with an MBA--their story does illustrate
some of the difficulties faced by Vietnamese entrepreneurs.  The interviewee also discusses
her observations and thoughts about Vietnamese entrepreneurship and the barriers they
encounter.

 Mr. N worked for the government in Saigon.  His wife owned and managed a jewelry store, a
business her family has been operating since 30 years.  Their three children were in school.
As Saigon fell to the communist regime in 1975, Mr. N was deported to re-education camp,
where he would spend the following four years.  The government seized valuable possessions,
their cars, three homes and the jewelry store.  The family resided with relatives.  They tried to
leave several times but failed and were imprisoned for a few days for each attempt.

 In 1978, they fled in a small boat and landed in the refugee camp in Indonesia.  Y, their eldest
daughter, explains the conditions in the camp, “While we were happy to be safe, we still
missed our home, family and friends.  My father was unable to join us as he was still in the re-
education camp.  We left everything we owned in Vietnam and left with some savings and a
few personal belongings.  The four of us were crammed in a small living space allotted for
our family.  Water sources were about two hours from the camp and every two days, we
would make the trip to bring drinking water and take baths.  Food was limited and barely
available for two meals a day.  There was no electricity and waste disposal system in the
camp.”

 “We passed a series of interviews with volunteer agencies and immigration officials from the
U.S. The volunteer agency found a Christian Charity group in Ohio that agreed to sponsor us.
The U.S. immigration services loaned us money to purchase our tickets to the U.S; an amount
we all paid back by monthly payments once in the U.S.  We were resettled in a small town in
Ohio, which was both good and difficult at the same time.  Since it was a small community,
we knew everyone and the familiarity was nice but at the same time, it was different than in
Vietnam. The Church helped my Mom get various little jobs and arranged for housing,
financial assistance and school admissions for the kids. Once we were familiar with the
American environment, we relocated to California to be closer to relatives.  Our father joined
us soon after the move.  Since everyone in the family worked, we spent little time together.”

 Ms. Y enrolled in college and eventually got an MBA.  Her mother, Mrs. N, wanted to
purchase her friend's video store; she saw it as a good opportunity to save money for
retirement. Y agreed to manage the store and care for her cousins who had come to visit.  The
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hours at the video store were good as she could drop and pick them up from day camp and
they could eat lunch and do homework in the backroom.  Y went to observe operations at the
store for 4 months before purchasing it.  They bought the store with loans from relatives,
friends and a note to the seller. However, working capital was very little and the first week
was tough.  The business was primarily cash based, she barely had enough to turn over to the
next day.  They also had to purchase new releases to stay competitive - the store was large
enough to compete with Blockbuster Video.   The biggest challenges were managing,
accounting, calculating expenses and profits, hiring employees, recording sales and dealing
with customers. Y explains that “it took some time to achieve the optimal level of purchasing
and budgeting.” They later hired an accountant to do monthly bookkeeping and file taxes.

 Ms. Y explains, “one of the biggest differences from doing business in Vietnam is that in the
U.S., one has to market, advertise and promote their products or services. She feels that this is
usually very difficult for most Vietnamese small business owners as they are not used to
advertising and do not understand why it is important to market their products. In Vietnam,
everyone knows the businesses and their owners so there is no need to advertise or really
worry about competition.

 Small businesses in Vietnam were also more informal.  Agreements are based on personal
relationships and oral contracts. Y explains,  “you do business with someone whom you know
personally or know through someone. In the U.S., business is conducted through written
contracts and mail order video warehouses. The other difference is paying taxes.  While a
formal tax system existed in Vietnam, it was not elaborate.” For the N family, the tax
collector paid no more than a friendly visit to their jewelry store since her father was a
government official in Vietnam.

 

 Florist  starting date - 1997         Visited on October 17, 1997

 Employees: 1

 Mrs. C was the previous owner of a liquor store in San Francisco.  Hours were long and
profits were small.  In addition, the store was burglarized two times.  She sold the store and
opened a flower shop across the street.  She has some training with flower arrangement in
Vietnam and has always liked the business.  She prefers to manage her own business because
it allows her greater flexibility and time to care for children. Unfamiliarity with the American
culture, fearing problems in relations with employers and her limited knowledge of the
English language kept her from seeking full-time salaried employment.
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 Jewelry Store   starting date - 1993                       Visited on August 26, 1997

 Employees: 3, husband, wife & daughter
 
 Mr. and Mrs. C owned a jewelry store in Vietnam.  After 1975, they were forced to leave
Vietnam and in 1979, they went to Galang refugee camp in Indonesia. After one year they
resettled in the United States through a sponsorship of a church organization in Seattle
Washington. With a help from other members of the family and a little savings, they were
able to open the jewelry store specialized in 18 to 24 carat gold. The husband is trained as a
goldsmith.  He redesigns and makes repairs for the customers while she discusses prices with
customers and helps her husband order new products from wholesalers. A daughter comes to
help from time to time. Most of the clients are Asians living in the area.  They don't really
have plans for expansion at the present time.  Mr. and Mrs. C are waiting for one of the
children finishing the training in jewelry design and goldsmith and take over the business.
 
 Nail Salon  starting date - 1994 Visited in September 1997
 Employees: not available
 
 Ms. T started working as a beautician when she was only seventeen.  She quickly learned that
with six months of training, she could start her own nail salon with around $ 5,000.00. "It
does not take very much to set up a nail salon," says the young owner. "You can buy a nail
table for as low as 99 dollars or you can also dish out close to $500.00 if you want a fancy one
with all the trimmings. You must know what you want and work within your budget.  The
work is light. The hours are flexible and you don't really need big muscles to do the job as
well as extensive English skills.”  However, competition is getting stiffer and profits are no
longer as high. There are situations where within a few blocs, four to five nail salons compete
for customers, who become more knowledgeable and look for bargain prices and services.
"You can no longer charge 40 to 50 dollars for a set of new nails. The going rate among
Vietnamese nail salons is 25 dollars per set. You still make a little profit but it's hard now.
You have to build your own clientele and hope that they return for your good services."
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 Appendix D

THE VIETNAMESE IN HOUSTON: A PROFILE OF THE BUSINESS COMMUNITY

Introduction

It was barely 6 a.m. on the clock. It was still gray with a few rays of sunlight filtering

through shiny pine needles that make this part of North Houston one of the most sought after

neighborhoods. A lone jogger disappeared quickly around the corner into tall pine trees. Mrs.

V. gets ready for her daily routine. A long drive to her coin operated laundry shop in an ethnic

community in Houston. There she will wait for her father of seventy-five who will relieve her

at 9 a.m. He drives quite a distance to get there and after some instructions for the day, Mrs.

V. leaves him in charge and makes a regular stop at the local motel to pick up a load of

laundry or drops off some that have been washed by another dry cleaning place that she has a

business relation with. She gets in her office around 9:30 a.m. and would not finish everything

late usually 6 or 7 p.m. before getting back to her suburban home to prepare dinner for the

family. Her son is entering his senior year at Texas A. & M. Her daughter is still in high

school. The husband works as a researcher in a biotechnical firm in the Houston area.

Mrs. V. works very hard as the first generation of Vietnamese immigrants to this

country. Houston is one of the metropolitan areas that attracts very large groups of

immigrants. Perhaps partly due to the hot weather that reminds them of their country and also

by the increasing number of opportunities available. Houston went through some difficult

times in the late eighties with an "oil bust" and many Houstonians have lost businesses along

with their homes. The city is recovering and the ethnic community seems to be thriving again.

There are now sections of Houston that resemble parts of Taipei, Seoul, or Saigon

where the languages used in daily interaction and businesses are either Mandarin, Korean, or

Vietnamese. You can practically get what you want in services and products in your language.

A radio broadcast in Vietnamese on a daily basis keeps you company throughout the day

while driving or at work with a heavy blend of advertising, music, and news. From what I

heard from two informants, the program is doing well with all the support from the business



Marketing Loans to Vietnamese Entrepreneurs (A Training Manual for Microlenders)

130

community. Mrs. V. is currently among the ten of thousands of Vietnamese immigrant

women who are now part of that fast growth in the community. This ethnic business

community is very visible in many parts of the United States. From Falls Church Virginia to

Orange County in California, they have been growing at a very fast pace.

This short article looks at the Vietnamese business community in Houston and in

particular focuses on the role of the Vietnamese immigrant women. Several key Vietnamese

businesses and professional women were interviewed with the help of key informants

facilitating meetings as well as informed walks through the malls and business centers. The

time allowed for this exploratory study was during the summer months of 1997 with

scheduled meetings and face to face interviews with Vietnamese business owners in Houston

metropolitan area.  This preliminary paper hopes to add new information to the established

profiles of the Vietnamese business community in California with respect to strategies,

direction and challenges that Vietnamese businesses have to face.

The Vietnamese Community In Houston

A search through the available statistics show that in 1990, the Census gives the total

number at 72,000 Vietnamese in Houston. Other Vietnamese in the community estimates at

the number 100,000. However, there is not really an accurate figure to the exact number of

Vietnamese Americans in Houston. Three major concentrations are recognized by those I

interviewed. The downtown section, the southwest section, and the southern part of Houston.

There are many malls, shopping center and professional offices that cater to the range of

needs of the Vietnamese immigrant community. From the Asian business directory of Texas,

the total number of Vietnamese associations listed is 30 different organizations ranging from

religious to ex-military personnel associations.

On the medical services side, there are enough physicians for the Vietnamese speaking

community with twenty pages of advertising. This is true in Houston as well as other

concentrations in California where the listings of medical services fill many pages in the
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business directory. Vietnamese dentists, chiropractors, acupuncturists, herbalists, massage

therapists give Vietnamese patients the choice of health services which include both the

traditional way of health care practices with diagnoses and prescriptions by the herbalist as

well as therapy work to correct health problems experienced by the Vietnamese immigrant

community.

Similar to the case of Orange County or San Jose in California, Vietnamese businesses

in Houston display the same types of characteristics and the business sector divides into two

areas of activities: the ethnic specific products and ethnic specific services which can overlap

with regular mainstream services. The differences being that these services are provided with

the support of language skills and referrals within the community. For example, real state

mortgage packages can be put together with the help of a Vietnamese loan processor or you

can get your car fully serviced by a Vietnamese mechanic who can explain what he did with

the engine.

A brief survey indicated that there is a great deal of similarities in the food businesses

such as groceries and restaurants.  In Houston, along long boulevards in the Southwest

section, mini malls and medium size business centers provide a huge choice of restaurants to

the local community.  There are all sizes of restaurants, sandwich shops and cafes.  The scene

is very familiar with Orange County and San Jose.  Houston is little spread out but shows the

same arrangements as far as ethnic businesses are concerned.  Easy parking off the streets,

uniform store fronts and a large sign displaying the types of business are the same features as

Orange County, California.  The following are a few examples of these types of businesses.

PHO "TRAILER"

Next door to a dry clean shop in the southern section of Houston, two old looking

trailers sit side by side linked by a walkway and a little garden in front with flowers blooming

and patches of herbs growing in the warm sun of Houston. The only sign that catch

Vietnamese customers attention is "pho" which stands for "beef noodle".  Inside one of the
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trailers is a dining room with an air conditioner going in full blast, next to a kitchen with a

small window over looking the front parking porch. The early morning attracts only a few

customers. There is no menu and the three waitresses came to the table to ask for your order.

Customers must know what they want and they must also know what is “pho”.

The dining room has five long tables of different sizes. An old radio broadcasting in

Vietnamese and three big calendars with attractive Vietnamese models decorated the entire

dining room. The large air conditioner is straining at time with some funny noise, customers

can see a large pot of broth simmering at the corner. There is a Vietnamese newspaper rack

and a non-smoking sign that Vietnamese patrons ignore when they keep on puffing. The

Cilantro smell helps a little with the smoke from two customers puffing away.

"Pho Trailer" is another innovative way of making it in America. The business closes

at 4 p.m. or when they run out of food or more precisely "pho". The total 300 bowls a day

would be more than enough to make it after very low overhead cost. The business hours are

from 8 a.m. to 4 p.m. and “Pho Trailer” is closed for dinner. The owner/cook/bookkeeper

lives next door in another trailer avoiding commute time and it is a family operation with no

advertising and by word of mouth they get plenty of customers. The food is not that special

from larger outlets or Pho restaurants. It’s not really that cheap but it is convenient for many

who live in that part of town. The location is next to the freeway and so it is easy to stop by

before the rush to work. Customers are mostly Vietnamese speaking and they know exactly

what they order. Thus, no printing cost.  When the owner wanted to increase his prices, he can

just tell his waitress. Customers have to have to add a few more bills on that particular date.

"Pho Trailer" is doing well according to the many customers I talked to. Some are

regulars and as long as the quality of food and services are maintained they will return.  The

owner/cook had gone through many ventures and this is the one that proved to be the most

lucrative. The researcher did not have a chance to ask directly the owner since the visit was

brief and during a busy time. However, with several key informants who are regular

customers and also part of the community in Houston Texas, one could get a fairly decent

picture of the business.
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VIETNAMESE OWNED MORTGAGE COMPANY

In her late thirties, Ms. H. is a very energetic woman, attractive, well-dressed, and

very articulate. She wasted no time in asking the researcher the main purpose of the meeting.

She was very gracious and in a very business like fashion talked about her company which

employs over 16 different employees and loan processors covering a wide range of ethnic

groups with different languages reflecting the changes in the population of Houston. Located

on the first floor of a modern building, the office shows professionalism with conference

room, reception area, work stations, private offices, and a full communication system that

rival any large American corporation.

Finding steady work and supported by the earnings of their businesses, Vietnamese

immigrants are using more and more financial services for many reasons. From construction

loan to real-state mortgage, Ms. H's company designs the loan package according to the needs

of each individual client. With a two day span anchoring the lunch room, the researcher was

able to observe the rhythm of the business and had a chance to interact with many of Ms. H's

staff. There was a constant flow of clients as the switchboard rang non-stop.

Ms. H arrived in the United States when she was sixteen. She finished secondary

education and went on to college. She started her financial career with a savings and loan

company and specialized herself in Vietnamese businesses. She learned many things on the

job and now has a very complete knowledge of the market. She understands well the financial

needs of the community and she is well-known in the community with extensive advertising

in Vietnamese language brochures and business directories.

The majority of her loans ranges from $100,000.00 to $200,000.00. After many years

in the business and acquiring a solid reputation, Ms. H. has the full support of many large

lending institutions and investors. Thus, she can sustain the competition from other smaller

companies (one-person operation) willing to charge less for their fees. Many cases these small

operators give breaks or discounts to customers that would result in a less than perfect loan

package. At times, these competitors break rules or engage in fraudulent practices. "Not only
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you have to deal with the big guys but you have to watch out for the small guys as well," Ms.

H told the researcher.

One of the strategies to maintain business at the same level is the company provides a

full range of services associated with lending and borrowing. In fact, in the same building,

Ms. H's clients can utilize other related services as well.  Her associates head a title company,

an insurance and investment company which are on the second floor of the same building.

Closing procedures can be done very fast saving clients from going to different places with a

pile of papers needing signatures.

As told by Ms. H, immigrant borrowers are very different from let's say the regular

Mr. Jones wanting to expand his business. Mr. Jones comes with an established a credit

history, pays his taxes, and has a thirty year mortgage. Mrs. Nguyen, the Vietnamese client

instead has only a social security number, no credit history, and no mortgage to pay. If she

wants to borrow she has to convince the lender that she is a good risk and also very

knowledgeable in the type of business she considers. To apply, she told the loan officer that

she has twenty thousand saved and needs another ten to open her grocery store. Now it is up

to the loan officer to go through whatever information available to approve the loan. Often

time, the loan officer has little information on the twenty thousand dollars that her client says

she has on hand.

This is a common problem that Ms. H encounters quite often. She cannot get the full

disclosure by the clients of all the sources of income. They are reluctant at times to cooperate

until they are convinced that these are the regulations that must be applied across the board

and they cannot bypass them.  Immigrant borrowers learn from other smaller operators that

they can bargain for the services and get misinformed. Small loan services break rules and

influence borrowers' behavior in a negative way. It is not unusual to see borrowers bargain for

discount, lower fee, and cash rebate from ethnic loan services.

With successes accumulated there is always a high price to pay. Ms. H works twelve

hours a day and after work she switches from her car phone to her personal cellular phone;

listens to her voice mail and pager almost twenty four hours a day. She argues that this is
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where the first generation can build the foundation and future for the second generation of

Vietnamese Americans who she hopes can do better. There is a lot of sacrifice as well. Family

time, time for herself is drastically cut back knowing that she cannot let go as the entire

operation depends on her expertise on the local loan market, her understanding of the needs of

the community, and her established relations with other business partners or lenders.

Ms. H. is very confident of her future. After all, she had gone through very difficult

times when Houston experienced tough financial crisis. She survived these difficult times and

build a company that has become a major lending institution in the Vietnamese American

community of Houston. Her company is one of the examples of Vietnamese ethnic enterprise

in America. The adaptability and the hard work combine to make it a successful business

venture.

MASSAGE THERAPY AS AN ALTERNATIVE HEALTH PRACTICE

Along Bellaire Avenue of Houston, Texas, ethnic flavors can be savored from the

many restaurants with exotic decor and also from the range of services offered to the

immigrant community. A fresh storm from the Gulf created large puddles in the parking lot

that is half empty in the afternoon. In the middle of the complex, a sign advertising

neuroreflexology and Oriental massage therapy promises relief to patients suffering arthritis,

muscle atrophy, and diabetes.

This health clinic is headed by a  licensed Vietnamese massage therapist who was

trained by a combination of Oriental medicine and massage therapy techniques. She had

developed her own approach and according to her voluminous files stacked up against the

wall, her treatment was the most successful. She employs a few additional assistants. They

learned her method and help when she has several appointments stacked up. Private

examination rooms make this health care clinic look very professional with white uniforms,

medical charts and posters explaining parts of the human anatomy. It has the combined
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atmosphere of both the eastern treatment room and the western cleanliness that you can find

in any doctor's office.

When the researcher showed up, there were a couple of Euro-American patients

waiting. One suffered from multiple sclerosis and had very difficult time walking. He used a

cane and had no health insurance. There, he was treated pro-bono. A devoted Catholic, she

cannot see the suffering of her patient, she explained. She makes special adjustments for

patients who do not have money nor health insurance. On a regular visit, she charges forty

dollars per session which could last up to an hour. This is an alternative way of healing that

she thinks highly efficient. Letters of patients are xeroxed and posted on the wall.

Photographs showing patients' progress are also displayed with legends and explanations at

each stage of her treatment plan. She also authored a medical book published in Vietnamese.

Highlighting her methods, she shows the many interns and trainees she has developed in

Vietnam. During her last visit to Vietnam, she gave seminars and workshops to health

workers in various locations of her native country.

Ms. L. relies heavily on commercial ads for her services. Her clinic is in every

Vietnamese magazine in Houston. Sometimes, she is found among the local community news

with donations and volunteer services for the needy. Other times she appears in the column of

donors for community projects. She is well-known in the community and is actively involved

in projects within the boundaries of the Vietnamese American community of Houston.

Appeared in traditional ao dai among her business peers, she is recognized in news photos,

magazines, reports, articles, and editorials discussing the issues in the community.

She encountered many problems when she has to deal or interact with her fellow

Vietnamese health care workers.  Few Vietnamese doctors challenged her claims that she

could  treat diseases and illnesses via her massage therapy technique. To counter such

professional attacks, she presented patients letters and official documents from local health

services requesting her assistance in the treatment of selected patients when alternative

treatment can be beneficial to the patients.
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Ms. L also works long hours. Getting the office ready at 8 a.m., she leaves her house

very early in the morning. Depending on the number of appointments, she could stay past 7

p.m. She opens on Saturdays. Most of her patients can afford the treatment fee. Others

without any form of health insurance and money get the treatment “gratis”.  She has many

expenses to cover. From monthly rent, electricity to salary for her two employees, she must

see paying customers on a regular basis. Some patients on medical and Medicaid have been

using her clinic as she showed the thick dossiers in the filing cabinet.

In a treatment session, she demonstrated her technique of stimulating all the nerves in

the human body. Using eastern medical approach, she shows her method by pointing to the

nervous system on the chart, the various organs, and the interrelationships based on the

elements of Eastern medicine. She is confident that her alternative treatment works well with

many of her patients. Using specially designed rollers, she rubs vigorously the back of her

patient along his spine. Chest, arms, legs, skull, back, kidney area of the human body receive

also a strong massage.  How does massage facilitate the healing process? Ms. L. explained

that illnesses are the results of imbalances experienced by the body. Thus, by stimulating

organs and nerves that link directly with the area affected, they can recreate the equilibrium.

From these few cases highlighted in this article, strategies for economic adaptation in

the Vietnamese American community are indeed very similar from different regions.  Some

general observations can be drawn from these cases with examples of businesses in

California.

1. As an immigrant community, Vietnamese newcomers show a strong inclination for

self-employment and are not hesitant in venturing into new areas of businesses of which they

have no knowledge or very little training. Vietnamese women are most adaptable to new

situations. They are in particular highly motivated and well-represented in Vietnamese ethnic

businesses that serve not only to the ethnic community but also the larger host community.

Nail salons are an example of Vietnamese entrepreneurs carving a niche for themselves. They

are very well-represented in this line of business.
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2. Relying on hard work and extensive time investment for their business, Vietnamese

entrepreneurs can achieve stability after several years of savings, thriftiness, and cutting

corners on salaries and overhead cost by working longer hours and pay themselves only a

nominal salary.  They are able to subsidize the basic needs of the family at the initial stage of

rent. Additional members of the family are mobilized when they are needed to help with the

business. These helps include children, siblings, relatives, and friends. Relying on this kinship

network, businesses can survive and thrive when a good management system can be put in

place.

3. One of the important ethnic resources is the availability of financial help when

family members and friends assist with the initial capital.   Rotating credit clubs is another

way of getting some up-front money for the business.

4. Vietnamese entrepreneurs are willing to try it out in a neighborhood in decline.

Partly, because of the low rent and also the presence of their fellow country people, they hope

to change the neighborhood by giving it a total facelift such as the case of the Tenderloin of

San Francisco and Boston Chinatown. The area might not be attractive at first with large

concentrations of ethnic minorities but over time with new businesses, these are areas become

choice real estate sections.

5. Many Vietnamese entrepreneurs learn their new skills on the job when they start out

as salaried workers. Such are the cases of many restaurant businesses which are bought by

waiters or cooks.  After accumulating enough savings and gaining much work experience,

they either bought part of the business from the original owners or purchase the entire

businesses from all the partners who sought to retire or venture out to another part of the

country in hope for more profit and less competition.

6. Perseverance and sacrifice are two key elements adding to the ingredients for

success. From all the information collected by the interviews, Vietnamese business owners

work long hours and have practically no social life. Seven days/week and 12 months/year are

the norms. They only take a few days during the Tet New Year holiday.  The few occasions

that they could get together with family members are celebration rituals or family traditional
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ceremonies. Many expressed that there is always a high price to pay since the family suffer a

great deal as children are left on their own with school, homework, or sport activities.

The Vietnamese business community in Houston is not any different of the one in San

Jose or Orange County. Within the enclave, they specialize in ethnic specific products and

services. The primary focus is to meet the needs of the community in the initial phase of their

resettlement. Those who venture out of the enclave target into the mainstream population

adjust well in many upscale sections of the city. Nail salons, dry cleaning shops fit this

business strategy of reaching out to the general population and into the suburbs. Many have

done extremely well by providing good services at a reasonable price.

Forecasting the future, Vietnamese business owners admit that it will not get any

easier. Many new businesses have folded within the first two years. And there are those who

are merely hanging in. Within the enclave, the competition is getting fierce with cut-throat

tactics.  Within one block, there could be many shops and services selling or providing the

same products at a range of prices. The consumers in these cases can take advantage of such

competition. To date, there is no reliable data on the success rates of Vietnamese businesses.

At the same time little is known about the number of Vietnamese entrepreneurs calling it quits

after an unsuccessful attempt.

In the service area, it is the same story with more and more professional offices

serving the same population. The last few years have seen a slow down in immigration rate

hence the pie is not getting any bigger. The new arrivals are not doing that well with allthe cut

backs in refugee dollars.

In that sense, the Vietnamese American community in Houston is not different. In

order to survive, they need to adjust accordingly by providing new products and services.

With the changes and the new relationship re-established between the United States and

Vietnam and possible trade relations, can these businesses look at a new era of commercial

exchanges that prove to be beneficial to both sides of the Pacific. It is certainly worth a try.
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BUSINESS, CULTURAL, AND COMMUNITY ORGANIZATIONS

The Vietnamese Business Directory of Northern California serving the communities

of San Francisco, Oakland, San Jose, Stockton, and Sacramento (Yeu Publications, 1997)

projects a good picture of the Vietnamese American community in Northern California and in

the San Francisco Bay Area as a well-established ethnic community. The 300 page directory

lists over 3,300 businesses and organizations which serve mainly Vietnamese speakers. Many

of these organizations are concentrated in San Jose, Oakland, and San Francisco. In San Jose,

along Santa Clara Avenue, in Oakland along International Boulevard, and in San Francisco

Tenderloin district in the downtown section, city blocks are dotted with Vietnamese

businesses.

The Tenderloin district in San Francisco is immediately discernible by language signs

in Vietnamese promoting anti-smoking campaigns, in store fronts advertising sale items, and

professional services. Vietnamese own many buildings and properties in those large urban

concentrations. The Southeast Asian Community Center is located on O'Farrell Street in the

middle of the Tenderloin. On Ellis Street in the same building adjoining to the Glide

Memorial Church, the Vietnamese Youth Development Center provides after school programs

to Vietnamese highschoolers. In Oakland, many agencies set up their offices along

International Boulevard such as Huong Viet Community Center and the East Bay Vietnamese

Association. In various parts of San Jose, Oakland, or San Francisco one can hear Vietnamese

spoken and feel as if he/she was in the streets of Ho Chi Minh City. One can get a free copy

of a Vietnamese language newspaper from the Vietnamese businesses, eat a Hanoi style

noodle soup, and rent many favorite video programs produced in Orange county, California or

imported directly from Viet Nam. Three blocks along Larkin Street of San Francisco are

closed to traffic every year during the New Year Tet Festival where businesses, agencies, and

organizations advertise their products and services. The Santa Clara Fairground is also the site

for a bigger New Year Tet celebration attracting hundreds of thousands of Vietnamese  for the

festivities.



Marketing Loans to Vietnamese Entrepreneurs (A Training Manual for Microlenders)

141

Many of the organizations meetings are held either in the community center or at

various religious centers in those Vietnamese concentrations. The nature of the meetings

varies: it may be annual installation of officers for the community center, a general meeting

for New year celebration planning or simply organizing the end of the year award ceremony

for young talents and achievers from the local school district. Most meetings are held on

week-ends or in the evenings to avoid conflict with the working hours of the participants.

Some community meetings could bring out hundreds of members from both sexes.

Businesses in the Tenderloin district picks up on weekends and holidays. Grocery

markets such as Trieu Phong and Tan Duc are crowded with Vietnamese housewives who

shop for Vietnamese items once a week or once every two weeks. Restaurants and noodle

shops are filled with Vietnamese families and business groups. Many out-of-towners come to

enjoy ethnic food or to stock up items hard to find in their regular Safeway or Lucky stores. At

Lion Plaza in San Jose, it is always hard to find a parking space practically every weekend. A

food court crowded with Vietnamese patrons offers a variety of dishes hard to find elsewhere.

Inside the mall, there are many shops offering a variety of products for Vietnamese customers

such as clothing items, video cassettes, jewelry, and food items.

In addition to various kinds of retail and services businesses, the 1997 Vietnamese

Business Directory of Northern California offers a list of religious and community

organizations. Buddhist temples, Catholic churches, and Protestant organizations offer a wide

range of services in the Vietnamese language. They are scattered in counties of the San

Francisco Bay Area. A quick glance shows seventeen churches in San Jose, San Francisco has

three and the East Bay gives a choice of eleven worship places of different denominations.

There are fewer Buddhist temples, with six in San Jose, two in San Francisco and two in the

East Bay.

In the following pages, based on this 1997 Vietnamese business directory, short

profiles of the businesses and voluntary community organizations will be presented under five

different types most often found in the Vietnamese ethnic enclaves.
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Vietnamese Community Based Organizations

These organizations are non-profit operating by rendering services to the Vietnamese

speaking population. They are funded by the federal government such as Title XX in the early

days of refugee resettlement, or by the State Department of Social Services to provide many

services for incoming refugees and immigrants. They are staffed by Vietnamese speakers and

non-Vietnamese speakers. The range of services varies from English as a Second Language to

mental health counseling and employment development programs. In the eighties, there were

many of these  funded programs which offered a wider choice of programs and services.

Currently, only a few survive due to drastic cut back in federal and state fundings.

Vietnamese Religious Organizations

Due to the traumatic experience as refugees, religious services are indeed soothing

devices that Vietnamese arrivals find very helpful during the initial resettlement process. Very

quickly after the first few months, religious leaders are identified. They started to reconstitute

their congregation.  Volunteer works and donations poured in with the first church or

Buddhist temple opened its door to provide services on Sundays. There are many associations

members affiliated with a church and also there are those affiliated with the Catholic church

but they also provide social services such as Catholic Charities with many offices across the

San Francisco Bay Area.

Other Institutions offering services to Vietnamese newcomers

Many non-Vietnamese businesses try to attract Vietnamese by hiring Vietnamese

speaking staff or place advertisements in Vietnamese language newspapers or on television

programs. They include banks, long distance telephone services, escrow companies, car

dealers, cellular phone services, and immigration services. To meet the rapidly increasing

demand of the Vietnamese community, some government and other public organizations have
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begun to provide services in Vietnamese. The following are the most noticeable and most

important among them.

1.  Public Libraries. Libraries in or in the vicinity of large concentrations of

Vietnamese have a Vietnamese language section. The Oakland Public Library, Asian branch

has a substantial number of books, videos, and audio-tapes in Vietnamese. Most of the

libraries in the city of San Jose have several hundred volumes of Vietnamese books. These

libraries are attracting Vietnamese readers as well as Vietnamese students who are new

immigrants and attending nearby public schools. Some of the libraries hire Vietnamese

speaking librarians to serve Vietnamese borrowers.

2. Police. The San Jose Police Department has several Vietnamese speaking officers.

Some of these officers are assigned to the community relations unit. Brochures and pamphlets

are printed in Vietnamese for crime prevention programs.

3. State Department of Motor Vehicles. In cooperation with community organizations,

the California Department of Motor Vehicles (DMV) published a Vietnamese language

driver's handbook. The Department also made available written tests in Vietnamese for those

with very limited English skills.

4. County Health Services. San Francisco, Alameda, and Santa Clara County Health

Centers have printed announcements and other health warning bulletins in Vietnamese.

Health services are also listed on posters and pamphlets. Health service users can pick up any

of this information at community agencies or county health centers.

5. City and County Department of Social Services.  Since the influx of Southeast

Asians in 1975, the State Department of Social Services has hired many Vietnamese

caseworkers and eligibility workers to handle the Vietnamese caseload. Information sheets of
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the various programs are printed in Vietnamese. Clients can inquire about these programs in

Vietnamese. Interviews to determine eligibility are also conducted in Vietnamese.

6. Housing Authorities.  To find subsidized housing under Section Eight, Vietnamese

speakers in San Jose can address their inquiries to housing specialists speaking Vietnamese.
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Appendix E

MICROLOAN APPLICATION
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Appendix F

SAMPLE MARKETING MATERIALS & ADS
IN ENGLISH & VIETNAMESE
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SSUUCCCCEESSSSFFUULLLLYY    IINN  TTHHEE  UUSS

ü Don’t make a MISTAKE when you buy a business

§ Learn your legal rights & responsibilities

ü Did you know the IRS was doing MORE audits on small
businesses?

§ Learn how to avoid financial penalties

ü Do you want to borrow money?

§ Learn why good records are essential

ü Do you want more customers?

§ Learn how to market your business & increase
    your sales

* * * * * * * *

 Call us to find out about the next
 FREE Training Workshop & reserve your space today

Contact: _______________________________________________

Phone:  __________________________
Workshop Location: _____________________________________
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ü   For a Small Business which Needs

§ To purchase furniture, equipment, inventory, other business
assets, working capital

ü  Microloan Program :

§ Business loans up to $25,000
§ Term of loan :
§ Interest rate:

ü  Loan Criteria :

§ Collateral.  Business assets or loan guarantor.  No real estate
required

§ Business can be in operation for less than 2 years
§ Good character and strong motivation to succeed
§ Location of business in one of the following geographic areas:

§ In addition borrowers will be required to provide some or
all of the following information : credit history, financial
statements, tax returns, business plan

PPlleeaassee  ccaallll  oouurr  ooffffiiccee  ffoorr  mmoorree  iinnffoorrmmaattiioonn  &&  ttoo  mmaakkee  aann  aappppooiinnttmmeenntt  wwiitthh

A loan consultant at                                               

Or drop by our office at _________________________________
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üü     DDoo  YYoouu  NNeeeedd  aa  SSmmaallll  BBuussiinneessss  LLooaann??

üü        TThhee  MMiiccrroollooaann  PPrrooggrraamm  mmaayy  bbee  aabbllee  ttoo  HHeellpp

Loans of up to $25,000  for equipment, leasehold
improvements, inventory, asset purchases &
working capital

ü       Competitive Interest Rates & TermsCompetitive Interest Rates & Terms

Call                                                                           for more information
Or drop by at our office at: ____________________
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Appendix G

BUSINESS MANAGEMENT TRAINING COURSE FOR VIETNAMESE
ENTREPRENEURS (IN ENGLISH & VIETNAMESE)
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SMALL BUSINESS
MANAGEMENT

TRAINING COURSE
 

 

 

 for
 

 

 

 VIETNAMESE
 ENTREPRENEURS
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Small Business Training Course for Vietnamese Entrepreneurs

Note to Instructors:

Candidates for the course are loan applicants and other intended entrepreneurs. Those who
have existing businesses may also attend.

The training course is designed to provide a basic, overall introduction to US business
practices and to educate the existing and prospective entrepreneur on keeping financial
records, the US tax and legal system, marketing, and loaning and borrowing money in the US.

This curriculum is divided into four sections which can be presented in four 2-hour class
sessions over a period of four weeks. We recommend that a Vietnamese-speaking individual,
lead, or be present during sessions to interpret difficult concepts or answer questions.

The curriculum outline has been translated in full into Vietnamese for the convenience of
students and for instructors who may be teaching classes using Vietnamese.  These materials
can be found at the end of the English section.
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Session I    -   Introduction to Marketing & Advertising

1. Location
§ When is location important?
§ How do you determine a good location?

 
2. Competition
§ How do you identify competitors?
§ Evaluating your products, service and price in the local market
§ How can competition effect your business profits and future success?
§ Making your business more competitive

 
3. What is marketing?
§ Identifying the appropriate target market for your product and/or service
§ Who are your customers?
§ Attracting more customers

 
4. What are the benefits of advertising?
§ Why is it important to advertise?
§ How can effective advertising bring in more sales?

 
5. Identifying Marketing/Advertising channels in your local community
§ Choosing the appropriate advertising channels for your business
Ä Store signs and window displays
Ä Newspapers / magazines - ethnic and local
Ä Radio and/or TV (ethnic media)
Ä Direct Mail
Ä Networking
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Session II  -  Understanding Business Finances

1. Understanding an Income Statement
§ Sales
§ Expenses
§ Margins
§ Profit before tax
§ Cash
§ When are you making money?

 
2. Terms  (Define)
§ Cost of goods
§ Sales
§ Gross margin
§ Salaries
§ Employee taxes & benefits
§ Payables
§ Working capital
§ Inventory
§ Receivables collected
§ Loan principal and interest payments
§ Cash flow
§ Financial projections

 
3. What kinds of records need to be kept?
§ Why is it important to keep financial records?
§ How to keep records
§ Finding an accountant
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Session II (continued)  -  Loans

1. What is a loan?
§ What types of loans are there?
Ä Home
Ä Personal
Ä Business

 
§ What does a loan agreement cover?
Ä Term of  loan
Ä Conditions
Ä Interest rate
Ä Service fee
Ä Liability for payment
Ä What can loan proceeds be used for?
Ä What is entailed in a loan package?

 
2. What are the penalties for not repaying a loan?
§ What do you do if you cannot repay?
§ How can credit rating be affected?
§ What are collection agencies?
§ What is bankruptcy?

 
3. What do lenders want?
§ How do lenders evaluate loan applications?
Ä Equity
Ä Collateral
Ä Credit history
Ä Prior experience
Ä Use of loan proceeds
Ä Good character
Ä Business performance

 
§ Do you need a loan guarantor?

 
4. Credit
§ Why is it important to have credit?
§ How can you obtain it?
§ How to maintain good credit
§ What are credit reports?
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Session III  -   Introduction to the US Tax system

1. The US tax system
§ Who has to pay taxes?
§ What are tax proceeds used for?

 
2. Types of taxes
§ State
§ Federal
§ Local
§ Income-based tax
§ Payroll tax
§ Sales tax

 
3. How to file taxes
§ Tax  forms
§ Finding a credible accountant and tax preparer
§ Where and when to file Federal and State tax

 
4. What are the penalties of false reporting on taxes?
§ Financial
§ Criminal
§ IRS audits

 
5. Tax laws and requirements you need to know
§ Tax filing extensions
§ Retention of records
§ 1099 for employees
§ SSI, UI, SDI and tax withholding for employees
§ Employee vs. contractor
§ Where can you get more information and help?
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Session IV -  Introduction to the US Legal System

1. How is the U.S. Judicial System organized?
§ Outline Legal System
Ä Plaintiff
Ä Defendant
Ä Judge
Ä Jury
Ä Civil vs. Criminal
Ä Courts

 
2. What is the legal procedure for civil cases?
§ Lawsuit
§ Filing
§ Evidence
§ Negotiation
§ Trial

 

3. How does business law apply to:

§ Forms of business organization
Ä Sole-proprietorship, partnership, franchise, corporation
Ä Licenses, permits: what are they and why they are required

§ What are the responsibilities and rights of business owners?
Ä Employment obligations
Ä Reporting and paying taxes
Ä Contract obligations: leases, business purchase, sales agreement, employee

contract, loan agreement
 
4. Introduction to Contract Law
§ What is a contract?
§ Written -vs.- oral contracts
§ What does a contract cover?
§ Types of commercial contracts:
Ä Lease
Ä Purchase Agreement
Ä Promissory Note / Loan Agreement
Ä Franchise

 
5. List community based legal services and technical assistance programs/organizations
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Check List of Documents needed for new businesses

Local:

r Lease
r Fictitious business name
r Zoning - if applicable
r Licenses
r Permits - construction, health, wholesale, liquor

State:

r Articles of Incorporation - if a corporation
r Workers’ Compensation Insurance - for employees
r Unemployment Insurance - for employees

Federal:

r Employer ID
 
Other:

r Business Insurance
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….
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Appendix H

RESOURCE DIRECTORY FOR VIETNAMESE ORGANIZATIONS & MEDIA

IN THE UNITED STATES
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Appendix I

Bibliographic Sources / Suggested Reading

Microloan Programs & Immigrant Entrepreneurship:

1996 & 1994 Directory of U.S. Microenterprise Programs. ed. Margaret Clark, Tracy
Huston, and Barbara Meister.  Self-Employment Learning Project of the Aspen
Institute; Washington, D.C., 1994.

Edgcomb, Elaine, Joyce Klein, and Peggy Clark.  The Practice of Microenterprise in the
U.S.: Strategies, Costs, and Effectiveness.  Self-Employment Learning Project of the
Aspen Institute; Washington, D.C., 1996.

American Banker. 5/6/96 v161n86 p12A "Upstate New York Lender Breaks Ground"

Business North Carolina. 12/93 v13n12 p49  "Loan Rangers"

Inc. 4/94 v16n4 p114 "Behind the Boom in Microloans"

Research Perspectives on Migration.  1997. “Immigrant Entrepreneurs.” v1n2 (January / 
February), David Aronson, ed.

South Florida Business Journal. 8/26/94 v15n1 p3A  "Agency's Loans Spur Business"

For more sources on microenterprise assistance, consult the small business section at any
local library, contact various organizations that fund such programs (Department of Health
and Human Services, Office of Refugee Resettlement, private foundations, etc.), contact the
SBA online at http://www@www.sba.gov, or search the web using such keywords as
microenterprise or microlending.

------------

Borjas, George J.  1986. “The Self-Employment Experience of Immigrants.” The Journal
 of Human Resources, vXXI.

Borjas, George J.  1990. Friends or Strangers: The Impact of Immigrants on the US
 Economy. New York: Basic Books, Inc.

Bun, Chan Kwok, and Ong Jin Hui.  1995. “The Many Faces of Immigrant
Entrepreneurship.” The Cambridge Survey of World Migration, Robin Cohen, ed.

Fairlie, Robert W., and Bruce D. Meyer.  1996. “Ethnic and Racial Self-Employment
Differences and Possible Explanations.” The Journal of 1919 Human Relations,
vXXXIn4.
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Foner, Nancy, ed.  1987. New Immigrants in New York.  New York: Columbia University
Press.

Lieberson, Stanley, and Mary C. Waters.  1988. From Many Strands: Ethnic and Racial
 Groups in Contemporary America. New York: Russell Sage Foundation.

Light, Ivan, and Edna Bonacich.  1988. Immigrant Entrepreneurs. Berkeley, Los
Angeles, Oxford: University of California Press.

Light, Ivan, and Elizabeth Roach.  1996. “Self-Employment: Mobility Ladder or
Economic Lifeboat?” Ethnic Los Angeles. Roger Waldinger, ed.

Min, Pyong Gap.  1984. “From White Collar Occupations to Small Business: Korean
Immigrants’ Occupational Adjustment.” The Sociological Quarterly, 25: 333-352.

Min Pyong Gap.  1988. Ethnic Business Enterprise: Korean Small Business in Atlanta.
 New York: Center for Migration Studies.

Pessar, Patricia R.  1995. “The Elusive Enclave: Ethnicity, Class, and Nationality among
 Latino Entrepreneurs  in Greater Washington, DC.” Human Organization, v54n4.

Portes, Alejandro, and Robert L. Bach.  1985. Latin Journey. Berkeley, Los Angeles,
London: University of California Press.

Portes, Alejandro, and Min Zhou.  1996. “Self-Employment and the Earnings of
Immigrants.” American Sociological Review, v61n2.

Sanders, Jimy M. and Victor Nee.  1996. “Immigrant Self-Employment: The Family as
Social Capital and the Value of Human Capital.” American Sociological Review,
v61n2.

Waldinger, Roger, et al., eds.  1990. Ethnic Entrepreneurs: Immigrant Business in
Industrial Society. Newbury Park, CA: Sage Publications.

Yu, Renqiu.  1992. To Save China, To Save Ourselves: The Chinese Hand Laundry
 Alliance of New York. Philadelphia: Temple University Press.
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Vietnamese and Vietnamese Businesses:  Bibliographic Sources

American Demographics. 12/94 p19.  "Asian Grocers Succeed with Anglo Shoppers"

Atlanta Journal-Constitution
• 10/1/95 C, 1:1  "An Asian Restaurant, an American Story"
• 7/4/93  B, 1:4  "They Came to America: Success Not Certain, But Opportunity Is"

Los Angeles Times
• 6/28/96  E, 1:2  "Cash in Hand"
• 6/20/94  D, 1:4  "Survival Lessons Led to Success for Immigrants
• 4/4/94  A, 1:1  "No Longer Looking Homeward"
• 2/22/93  D, 2:3  "Keeping Vietnam Language Alive Via Computers"
• 4/29/90  A, 1:1  "Few Viet Exiles Find US Riches"

Money Magazine. 1/95 p134.  "Work Hard for the Sake of the Next Generation"

Nation's Restaurant News. 1/25/93 p11.  "Immigrant Restaurateurs Fight for American
Dream"

New York Times
• 9/20/95  C, 1:2  "Chinatown, Meet Vietnam"
• 2/1/95  A, 8:12  "New Year's Revelry on the Other Side of the Curtain of Time"

San Francisco Chronicle
• 5/8/95  B, 1:10  "Rebuilding Bridges"
• 12/19/94  A, 1:1  "For the Ly's, America is an Ongoing Journey"
• 9/23/90  C, 1:1  "Extraordinary Story of a Vietnam Refugee"

San Francisco Examiner.  1/8/96  A, 1:9  "Immigrants Brave Risks to Settle in
Tenderloin"

San Jose Mercury News
• 11/16/92  A, 1:12  "The Rigors of Running Minority Businesses"
• 11/15/92  A, 1:26  "Asian Businesses are Snowballing in South Bay"

Washington Times.  1/30/89  B, 6:1  "After the Fall: Vietnamese Refugees Forge Ahead"

Freeman, James M.  1995. Changing Identities: Vietnamese Americans, 1975-1995.
Boston: Allyn and Bacon Publications.

Leba, John Kong.  1985. The Vietnamese Entrepreneurs in the U.S.A. Houston: Zieleks

Asian Business.  1993 v29n7  “The Best Yet to Come”

Business Week.  7/26/93 p46  “Champing at the Bit in Vietnam”
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Chicago Tribune.  5/22/95  4, 1:4  "Vietnam's Cash Crop"

Far Eastern Economic Review
• 2/29/96  p45  "Reality Check"
• 8/20/92  p50  "Economics"
• 2/20/92  p51  "Red Capitalists"

Los Angeles Times
• 5/29/95  E, 1:1  "Going Home Again"
• 9/11/94  D, 1:2  "Coming Home"
• 2/7/94  D, 1:1  "The Door's Open, But Don't Expect a Stampede"
• 2/6/94  MAG, 10:1  "Good Morning, Vietnam"
• 8/18/93  A, 1:1  "Going Back Home to Help"

New York Times
• 11/16/95  A, 4:3  "A New Bourgeoisie Develops a Proletarian Taste"
• 4/30/95  I, 1:2  "On Saigon's Day of Defeat, A Glitter of Rebirth"
• 3/12/95  IV, 15:1  "Return to Saigon"
• 12/5/94  A, 1:2  "Former Refugees See Opportunity in Vietnam"
• 2/12/94  A, 6:1  "To Vietnamese in America, the Homeland Beckons"

San Francisco Chronicle
• 5/7/95  B, 1:1  "Tales from the New Tiger"
• 11/14/93  A, 15:4  "Vietnam Ghosts and the Embargo"

Wall Street Journal
• 3/8/96  B, 10:1  "Vietnam Hopes to See Private Firms Play a Bigger Role in

Rehabilitation Projects"
• 6/1/94  A, 15:4  "Free Market Reigns in Vietnam"

------

Hiebert, Murray.  1996. Chasing the Tigers: A Portrait of the New Vietnam. New York:
Kodansha International.

Khanh, Tran.  1993. The Ethnic Chinese and Economic Development in Vietnam.
Singapore: University of Singapore Press.

Sully, Francios.  1971. We, the Vietnamese: Voices from Vietnam. New York:
 PraegerPress.
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Vietnam

1994-95 Vietnamese Business to Business Directory, ed. BNC. Trading & Marketing (S.E.A.)
Pte-Ltd and

Saigon VEFAC.  Saigon & Singapore, 1994.

Asian Wall Street Journal
• 2/12/96 vXVIII n7 p1 “Vietnam’s First MBA Program Draws Inexperienced by Eager

Would-be Managers.”
• 11/4/96 vXVIII n45 p8 “IFC Targets Vietnam’s Smaller Firms.”
• 3/10/97 vXIX n10 p4 "Schools in Vietnam Learn to Follow a New Curriculum-

Education System in Dire Condition, Turns to Private Sector for Both Funds and
Facilities."

• 4/28/97 vXIX n17 p1 “Are the Country’s Impoverished Borrowing too Cheaply?
Fundamental Financial Difficulties Threaten the Future of Vietnam’s Bank for the
Poor.”

• 5/12/97 vXIX n19 p1 “Vietnam Banks Worry Lenders-Refusal to Honor Loan
Guarantee Lower Foreign Investor’s Confidence.”

Chicago Tribune.  5/22/95.  p 4, 14.  “Vietnam’s Cash Crop.”

Journal of Asian Business.  V9 n4 Fall 1993. p 1-23. "Small Business Develoment and
Economic

Transformaion in Vietnam."

Journal of Small Business Managment.  4/1994.  p 95-103. “A Marxist Mini-Dragon?
Entreprneurship

in Today’s Vietnam.”

New York Times. 4/30/96. "On Saigon's Day of Defeat, a Glitter of Rebirth."

The Vietnam Business Journal
• Sept/Oct 94 vII n4 p10 “The Ingredients for Success Are There - But Does

Vietnam Know the Recipe?”
• 10/95 vIII n5 p42 “Country Risk Analysis”
• 10/96 vIV n5 p7 “News Update” & p44 “Book Review”
• 8/96 vIV n4 p36 “S. Korea or Taiwan: Which Model?” & p49
• 12/96 vIV n6 p20 “Will National Assembly Create a New Legal
      Environment?” & p22  “Beyond Survival” p61

Vietnam Economic Times. 9/94 I6 p30 “Economic Courts: Resolving Disputes” & p47
“Beyond the State

Sector”

VietnamTown News San Francisco & Oakland.  1/1992 “Vietnamese - American Cross-
cultural

Communication”
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-----------
Amer, Ramses. 1991. The Ethnic Chinese in Vietnam and Sino-Vietnamese Relations. Kuala
Lampur: Forum.

California Department of Education. 1994. Handbook for Teaching Vietnamese-Speaking
Students.

Sacramento: Department of Education.

Chhim, Sun-Him, Khamchong Luangpraseut and Huynh Dinh Te. 1989. 2ed. Introduction to
Cambodian

Culture, Laos Culturally Speaking, Introduction to Vietnamese Culture. San Diego:
San Diego State University.

Duiker, William J. 1995. 2ed. Vietnam - Revolution in Transition. Oxford: Westview Press.

Engholm, Christopher.  1995.  Doing Business in the New Vietnam:  Emerging World Market
Series 1995.   

The Prentice Hall.

Hickey, Gerald Cannon. 1964. Village in Vietnam. New Haven and London: Yale University
Press.

Houtart, Francois and Genevieve Lemercinier. 1984. Hai Van - Life in a Vietnamese 
Commune. London: Zed Books Ltd.

KPMG Pete Marwick. 1995. Investment in Vietnam.  Malaysia: KPMG Pete Marwick.

Longman Asia Business and Professionals.  1994. 2nd ed.  Vietnam Opportunities. The
Official Vietnam

Business Guide.  London: Annboli Company, Ltd.  p 29-41.

Quinlan, Joseph P. 1995.  Vietnam: Business Opportunities and Risks.  A Guide to Success in
Asia’sNext

Dragon. California: Pacific View Press.

-----------

Interviews

July 21 & 22, 1997 Mr. Philip Tuong D. Nguyen, former Director of Investment Promotion
and Project Development for the Industrial Development Bank of Vietnam (1968-75).

July 18, 23 & August 5, 1997     Ms. Yen Nguyenle, former small business owner in Saigon,
Vietnam (1974-79).

 August 8, 1997  Mr. Khuyen Pham, General Director of Credit Commercial in Vietnam
(1955-65); Director ofthe Bank of Saigon (1966 - 4/75).
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Vietnamese in the United States
 
 Phuong Thuong Mai Viet Nam Tai Orange County Business Directory.  1997.
 Vietnamese Chamber of Commerce in Orange County.
 
 Viet Nam Nien Giam Thuong Mai - Vietnamese Business Telephone Directory.  1997-
 1998 (Third Edition).  Houston, Texas.
 
 Que Huong Directory.  1997-1998 (Eighth Edition). Mai Huong. Houston, Texas.
 
 -----
 INS Internet Site.  Statistics on Vietnamese Immigrants 1993-1996.
 
 The Changing Needs of Chicago's Uptown Refugee Community: A MAA Perspective"
January 1991.   Published by Cambodian Association of Illinois, Chinese Mutual Aid
Association, Ethiopian Community Association of Chicago, Lao American Community
Services, Vietnamese Association of Illinois.
 
 Los Angeles Times

• 4/29/90.  p A1, 34-35.  "Few Vietnamese Exiles Find U.S. Riches" by Efron, Sonni.
• 6/28/96.  "Cash in Hand"

 
 San Jose Mercury News

• 11/21/96.  p 68 Local Section. "Impact of Welfare Reforms to be Outlined for
Vietnamese."

• 10/19/97.  p 1A, 12C. "INS Rules Tighten" by Beth Haller.
 
 Wall Street Journal, California.  7/23/97.  CA1, CA3.  "Little Saigon's Merchants Face Brutal
Price Wars."

  by K. Oanh Ha.
 ----
 
 Amer, Ramses.  1991.  The Ethnic Chinese in Vietnam and Sino-Vietnamese Relations.
Forum, Kuala Lampur.
 
 Chung, H.C.  1997.  Articles on Vietnamese Small Business Owners in Appendix A:

• Vietnamese Business, Cultural and Community Organizations
• San Francisco Ethnic Enterprise: Vietnamese Nail Salons
• The Changing Flavor of the Tenderloin: Beef Noodles and Rice Plates a La

Vietnamese
• The Vietnamese Business Community in Houston
• Vietnamese Electronic Mass Media: A New Ethnic Venture

Chung, H.C.  1997.  Vietnamese American Students: Between the Pressures to Succeed and
The Pressures to

 Change.  San Francisco.
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Chung, H.C. & Le, V. 1994.  The Amerasians from Viet Nam:  A California Study.  Rancho
Cordova, CA:

Southeast Asian Resource Center.
-----
Amer, Ramses.  1991.  The Ethnic Chinese in Vietnam and Sino-Chinese Relations.  Forum
Kuala Lampur.

Asian Week.  August 1991.  Asians in America. 1990 Census.  Classification by States. Grant
Printing House.

Ong, Paul, Bonachic, Edna and Cheng, Lucie editors.  1994.  The New Asian Immigration in
Los Angeles and

Global Restructuring.  Temple University Press, Philadelphia, Pennsylvania, pages
196-228.

Strand, Paul J. and Jones, Woodrow, Jr.  1985.  Indochinese Refugees in America: Problems
of Adaptation and

Assimilation.  Duke University Press, Durham, North Carolina.


